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I  INTRODUCTION 


INPUT 


INTRODUCTION 


The  research  for  this  project  was  carried  out  in  November  and  December  1981. 
Telephone  interviews  were  conducted  with: 

Ten  software  products  vendors. 

Five  major  microcomputer  vendors. 

Ten  educational  institutions. 

Three  distributors/associations. 

In  addition,  INPUT'S  research  files  were  scanned  for  material  relating  specifi- 
cally to  microcomputer  use  in  education. 
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II       INDUSTRY  SUMMARY 
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II        INDUSTRY  SUMMARY 


'1 

A.       GENERAL  MICROCOMPUTER  MARKET 


I.  OBSERVATIONS 

•  Acceptance  of  the  microcomputer  by  the  user  public  as  an  effective  broad 
spectrum  tool  is  overwhelming. 

•  However,  poor  user  computer  literacy  is  a  major  factor  in  the  end  user's 
hesitation  to  purchase  hardware. 

•  Lack  of  computer  literacy  has  an  even  greater  negative  effect  on  software 
sales. 

•  Hardware  distribution  networks  seem  fairly  sufficient  throughout  most  of  the 
Western  and  Eastern  United  States.  This  is  supported  by  the  abundance  of 
items  purchased  and  the  user  knowledge  of  the  major  brand  names. 

•  The  business  community  is,  at  this  point,  much  more  in  tune  with  the 
application  of  microcomputers  than  the  education  or  consumer  communities. 
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•  Both  applications  and  systenns  software  are  generally  geared  towards  home  and 
business  use.  Emphasis  at  a  systems  level  is  on  the  most  familiar  languages;  at 
an  applications  level  it  is  on  gaming,  tutorial,  personal  finance,  and  business 
trending  packages. 

•  The  consumer  market  is  looked  upon  as  having  the  greatest  unit  sales  potential 
by  hardware  and  software  vendors  alike.  It  must  be  noted  that  the  educational 
market  is  viewed  as  a  direct  path  into  the  consumer  market. 

•  Software  piracy  is  a  highly  sensitive  issue  with  all  vendors. 

•  Third-party  licensing  of  software  products  to  foreign  interests  is  very 
desirable,  but  with  some  reservations. 

•  Many  of  the  larger  software  distributors  are  traditional  book  publishers  who 
have  established  networks  for  distribution.  They  lack  computer /software 
expertise  and  professional  services  teams. 

•  Product  literature  for  both  hardware  and  software  products  is  available  but 
varies  widely  in  its  ability  to  communicate  to  the  general  user  public. 

•  Distribution  networks  for  software  are  beginning  to  develop  from  a  variety  of 
sources.  Companies  obtain  licenses  from  major  hardware  manufacturers  at 
the  same  time  as  they  obtain  licenses  from  a  variety  of  software  vendors. 

•  Software  vendors  are  actively  seeking  distributors  to  lessen  costs  and  market 
more  efficiently.  Distributors  are  highly  actracted  to  the  software  market 
because  of  high  profits  and  rapid  growth. 

•  Tremendous  software  development  is  going  on  at  the  systems  and  application 
level  primarily  due  to: 

Increased  hardware  capability. 
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Lack  of  acceptance  by  the  user  of  current,  relatively  poor 
software. 

Availability  of  venture  capital. 
Greater  talent  in  research  and  development. 
Remarkable  sales  levels. 
More  knowledgeable  public. 
2.  CONCLUSIONS 

•  Acceptance  of  the  microcomputer  will  continue  to  grow  (astronomically)  over 
the  next  ten  years  as  its  applications  are  discovered  and  understood  by 
researchers  and  users. 

•  The  greatest  strides  in  general  computer  literacy  over  the  next  I  5  to  20  years 
will  come  from  the  educational  sector  and  its  ability  to  incorporate  micros 
into  the  normal  education  of  children. 

•  General  consumer  computer  literacy  will  improve  due  to  job  exposure  as  more 
companies  turn  to  using  micros. 

•  Effective  distribution  networks  are  simply  a  matter  of  time.  Within  three  to 
five  years  software/hardware  outlets  will  be  highly  accessible  to  all. 

•  The  business  community  will  continue  to  be  at  the  forefront  of  microcomputer 
use.  The  home  market  for  hardware/software  will  become  the  major  force  in 
sales  over  the  next  several  years.  The  educational  market  will  not  begin 
showing  sales  potential  for  four  to  six  years. 

•  Software  piracy  and  its  effects  on  vendor  hesitation  to  license  will  continue 
until  technology  and/or  legal  structures  can  minimize  the  problem. 
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•  Large  publishers  are  becoming  more  committed  to  software  as  the  product  of 
the  future  and  are  investing  in  expertise  and  the  development  of  professional 
services. 

•  Improved  product  literature  will  be  a  function  of  dealer  and  end-user  demand 
(this  is  already  happening). 

•  Software  development  will  continue  at  a  tremendous  rate  through  1990. 
3.  RECOMMENDATIONS 

•  INPUT  recommends  that  third-party  licensing  be  sought  after  aggressively  in 
order  to  capture  strong  market  share.  It  is  also  recommended  that  strong 
agreements  preventing  software  piracy  be  used  as  a  key  bargaining  tool. 

•  In-house  and  on-site  professional  services  should  be  provided  with  software 
systems  in  order  to  educate  the  end  user  and  to  develop  customer  loyalty. 

•  Provide  venture  capital  to  developers  of  game-like  courseware  and  computer 
literacy  software. 

•  License  systems  and  application  software  products  which  are  adaptable  to  the 
consumer  market  and  education  market.  All  software  vendors  consider  the 
educational  market  the  direct  path  to  the  greater  consumer  market. 

B.       EDUCATION  MARKET 

I.  OBSERVATIONS 

•  Educators  at  all  levels  (kindergarten  to  grade  12  (K-12)  and  universities)  are 
awed  by  the  application  potential  of  the  microcomputer  in  education. 
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K-12  grades  offer  the  greatest  software  applications  opportunities  on  a  very 
broad  scale.  College  level  applications  offer  opportunities  for  research  and 
problem-solving  software. 

The  four  greatest  problems  facing  the  implementation  of  microcomputers 
throughout  schools  are: 

Low  level  of  computer  literacy  in  teachers. 

Poor  applications  software. 

Lack  of  systems  management. 

inadeguate  funding. 

Most  schools  interviewed  were  familiar  with:  Apple  II,  TRS-80  l-Il!, 
Commodore  PET,  Attar i  800,  and  Cromemco. 

There  are  large  improvements  taking  place  in  educational  software  that  wt!l 
begin  to  emerge  during  early  1982-1983. 

Major  concerns  by  teachers  regarding  software  is  its  ability  to  capture  the 
student's  interest  and  to  help  improve  competency  levels  in  math,  reading,  and 
language  skills  (grades  2-12  especially). 

Software  that  enables  students  to  measure  their  own  improvement  is  popular 
with  students  and  teachers. 

Schools  are  buying  several  hardware  systems  in  some  cases  before  determining 
whether  or  not  the  software  is  available  for  achieving  desired  curricular  goals. 

The  overall  ability  of  schools  to  properly  manage,  buy,  and  implement  small 
systems  is  generally  very  poor  at  all  grade  levels  up  through  college. 


•  Teacher  computer  literacy  is  the  major  stumbling  block  to  integrating 
computer  aided  education  (CAE)  at  this  point. 

•  Microcomputers  are  becoming  more  popular  at  the  administrative  levels  as  an 
addition  or  supplement  to  the  large  CPU  systems  most  commonly  used  for 
those  functions. 

•  Computer  competency  will  be  used  as  a  prerequisite  for  graduation  in  some 
schools  over  the  next  three  to  five  years  (high  school). 

•  School  districts,  despite  funding  problems,  are  re-allocating  funds  to  micro- 
computer programs;  demonstrating  a  strong  desire  to  enhance  classroom 
instruction  with  computer  aids  and  to  cut  administrative  costs. 

•  Microcomputers  and  specially  adapted  software  are  creating  new  opportunities 
for  teaching  handicapped  and  gifted  children.  Special  hardware  is  becoming 
readily  available  from  most  major  vendors. 

•  The  educational  market  will  not  begin  broad  implementation  of  micro- 
computers for  five  to  eight  years.  Education  will  lag  behind  the  general 
business  market  for  ten  to  fifteen  years  until  computer  literate  educators 
begin  infiltrating  the  schools. 

•  Most  of  the  contact  the  educators  have  with  software  vendors  is  through 
sparse  mail  order  catalogs. 

•  Educators  are  beginning  to  work  directly  with  programmers  to  create  better 
software  more  suited  to  the  classroom. 

•  Some  of  the  most  popular  software  packages  are  those  which  enable  teachers 
to  develop  their  own  "courseware"  rather  than  prepackaged  courses.  Pilot  is  a 
good  example  of  this. 
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CONCLUSIONS 


•  Educators  will  be  the  direct  source  of  software  applications  as  teacher 
literacy  improves. 

•  Grades  K-12  will  continue  to  offer  the  greatest  opportunities  for  applications 
software  in  the  classroom  and  in  student  administration. 

•  Schools  will  continue  to  buy  the  major  microcomputer  systems  now  being 
offered.  IBM's  personal  computer  is  beginning  to  attract  interest. 

•  Funding  will  continue  to  hamper  progress  over  the  next  three  to  four  years. 

•  Schools  at  all  levels  will  buy  a  great  deal  of  computer  literacy  software  and 
professional  services  over  the  next  five  years  in  order  to  train  teachers.  This 
kind  of  spending  will  decline  within  the  following  five  to  ten  years. 

•  Application  software  will  improve  tremendously  over  the  next  two  decades  as 
a  direct  result  of  educators  becoming  more  involved.  In  particular,  1982  and 
1983  will  see  many  new  and  improved  products. 

•  Microsystems  will  be  managed  centrally  to  assure  full  systems  utilization,  cost 
effectiveness,  and  to  provide  good  licensing  guarantees  to  software  vendors. 
Centralized  systems  management  should  be  stressed  by  administrators  to 
assure  success  in  the  classroom. 

•  Application  software  will  become  more  game-like  to  capture  its  student 
audiences. 

•  Math,  remedial  reading,  language  skills,  foreign  language,  and  subject  com- 
petency will  make  up  the  bulk  of  all  courseware  bought. 

•  Student  records,  attendance,  counseling,  student  testing  and  budget  manage- 
ment will  make  up  the  bulk  of  all  administrative  software  purchased. 
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By  1990  graduating  from  high  school  will,  in  part,  depend  on  students  passing  a 
series  of  computer  competency  courses.  This  will  take  place  in  many  of  the 
schools'  systems  now  heavily  committed  to  micros. 

The  single  greatest  factor  enhancing  computers  in  education  over  the  next  20 
years  will  be  the  ever-increasing  computer  literacy  of  the  teacher.  The 
second  greatest  factor  will  be  that  of  the  parents.  The  home  and  educational 
sectors  will  exert  great  influence  upon  each  other. 

Closer  association  between  software  vendors  and  schools  will  result  in  a 
variety  of  improved  channels  of  information  within  two  to  four  years. 
Hardware/software  vendors  need  to  develop  close  ties  with  the  schools  in 
order  to  accomplish  qualitative  improvements  in  hardware  and  software 
content. 

Entrance  into  the  educational  market  should  be  accomplished  with: 
The  leading  generic  educational  applications  products: 

Remedial  math  to  geometry. 

Remedial  reading. 

Language  skills. 

Computer  literacy. 
The  leading  systems  software  packages: 

Pascal. 

Apple  DOS  3.3. 
CP/m. 
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Basic  -  microsoft. 


TRS-DOS. 

Apple-Pilot. 

Visicolc. 

Administrative  function  packages,  including: 
Student  record  and  grades. 
Budget  management. 
Filing  and  accounting. 
Report  writing. 
Word  processing. 

RECOMMENDATIONS 

INPUT  recommends  that  marketing  emphasis  be  placed  on  systems  software  as 
it  promises  greater  consistency  in  market  acceptance. 

INPUT  again  recommends  a  strong  licensing  commitment  for  attaining  third- 
party  licensing  agreements  from  educational  software  vendors. 

Vendors  should  consider  the  home  market  as  an  eventual,  and  natural,  spin-off 
from  the  educational  market.  The  schools  may  only  provide  40  or  so 
computers  for  hundreds  of  students.  Each  home  will  require  Its  own  computer 
capable  of  using  the  same  software  as  the  schools. 


Vendors  should  market  those  software  items  which  are  most  popular  with  the 
top  selling  hardware  systems;  for  example,  Apple  has  more  software  designed 
for  it  than  probably  any  other. 

Vendors  should  prequalify  any  software,  (before  marketing)  in  partnership  with 
leading  educators  involved  with  microcomputer  programs.  Educators  are  very 
accessable;  this  is  a  very  important  quality  assurance  step. 

INPUT  recommends  providing  professional  service  for  systems  implemen- 
tation. Ideally  the  service  would  include  seminars  in  target  areas,  confer- 
ences, and  service  representatives  being  available  to  schools  directly. 


UU04 


IN      SPECIFIC  INFORMATION 


INPUT 


Ill       SPECIFIC  INFORMATION 


•         As  shown  In  Exhibit  111- 1,  schools  surveyed  viewed  mathennatics  as  the  prime 
application  area  for  microcomputer  use  in  computer-aided  education. 
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EXHIBIT  III-1 


DEMAND  FOR 


GENERIC  APPLICATION  SOFTV/ARE  IN  EDUCATION 


EDUCATION 
AREA 

Mathematics 


Remedial 
Reading 


Language 
Skills  - 


Computer 
Literacy 


20  40  60  80 

Percent  of  Education  Market  Demand 


100 
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A.       APPLICATIONS  SOFTWARE 


1.      Application  description:     (Hi'  Res  secret)    Teaches  basic  machine 


language 


2.      Estimates  of  sales  1980/1981  U.S.  Market:  $31,000 


3.      Target  Market:     Schools  and  the  home 


4.      Name  and  address  of  company:    Avant-Garde  Creations 

P.O.  Box  30160 


Eugene,  OR  97403 


5.      Chief  executive:     Mary  Carol  Smith 


Language/operating  systems  requirement:     Apple  Soft -Basic 


7.      Hardware  Requires:  Apple  II  -  single  disk 


8.  Price  of  product:       $125.  00  

9.  Willingness  to  third-party  license:  Yes    X   No   

Explain:     Are  concerned  about  the  Japanese  copying  software  - 


especially  the  Japanese  

10.  Product  Literature:  Is  being  mailed  12/17  (Prices  too!) 
n.      Reason  for  inclusion:    Respondents  to  survey  
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APPLICATIONS  SOFTWARE 


1,      Application  description:     Practice  and  drill  of  basic  math  skills 
(Math  computer  basic  skills.)  

2:      Estimates  of  sales  1  980/1981  U.S.  Market:   None  given  


3.  Target  Market:    8-12  grades  education /home  

4.  Name  and  address  of  company:     Educational  Activities  Inc. 

1937  Grand  Ave. 


Baldwin,  NY  11520 


5.      Chief  executive:     Al  Harris 


Language/operating  systems  requirement;  Basic 


7.      Hardware  Requires:    Apple  11,  TRS-80  l-III,  Commodere  pet 


8.      Price  of  product:   $203.  00 


9.      Willingness  to  third-party  license:  Yes      X  No 
Explain:     Already  licensed  to  Austrailia  and  Canada 


10.  Product  Literature:  12/17  is  being  mailed  today 
n.      Reason  for  inclusion:    Respondents  to  survey 
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1.      Application  description:    (Part  I  literacy)  instruction  for  teacher 

computer  orientation  

2:      Estimates  of  sales  1980/1981  U.S.  Market:  No  estimate  

3.  Target  Market:   K-8  classrooms  

4.  Name  and  address  of  company:    Tandy  (Radio  Shack  Education  Department) 

HOP  Atrium  

1  Tandy  Center  

Fort  Worth,  TX  76102  

5.  Chief  executive:  William  Gattis    (Director  of  the  Education  Department) 

6.  Language/operating  systems  requirement:     Tris  Dos  

7.  Hardware  Requires:     Radio  Shack  TRS-80  

8.  Price  of  product:  $159.00  

9.  Willingness  to  third*party  license:  Yes    X   No   

Explain:       Actively  looking  for  licensing  opportunities  

10.      Product  Literature:     Is  being  mailed  to  us  

n.      Reason  for  inclusion:     Survey  respondent  
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APPLICATIONS  SOFTWARE 


1.      Application  description:     Instructional  system  for  teaching  

basis  algebra  (Algebra  I)  

2:      Estimates  of  sales  1980/1981  U.S.  Market:     $45^00  0      for  this  product 
alone.  

3.      Target  Market:    Jr.  High  -  High  school      7-12  grades  

4*      Name  and  address  of  company:  EDU-Ware  

P.O.  Box  2222  

Agoura,    CA  91301 


5.  Chief  executive:     Sherwin  Steffin  

6.  Language/operating  systems  requirement:  Applesoft-Basic 


7.      Hardware  Requires:    Apple  II  -  Single  Disk 


8.  Price  of  product:       $39.  95  

9.  Willingness  to  third-party  license:  Yes      X  No   

Explain:        In  principal  only.    It  would  require  further  investigation. 


10.      Product  Literature:       Will  be  sent  

n.      Reason  for  inclusion:  Survey  Respondent 
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APPLICATIONS  SOFTWARE 


1.      Application  description:    (Typing  Tutor)   Teaches  typing  drill,  speed 
and  accuracy  

21      Estimates  of  sales  1980/1981  U.S.  Market:   No  comment 


3.  Target  Market:  8-12  

4.  Name  and  address  of  company:    Calsoft  Software  Co. 

6610  Tamarid  Street 


Agoura,  CA  91301 


5.  Chief  executive:       Jay  Sullivan  

6.  Language/operating  systems  requirement:     Assembly  and  (DOS  3.3) 

New  Apple  II  version  

7.  Hardware  Requires:  Apple  II  and/or  TRS-80  


8.  Price  of  product:         $2^.  95  

9.  Willingness  to  third-party  license:  Yes   No   X 

Explain:  Not  at  this  time  


10.      Product  Literature:      12/17    will  be  mailed 


n.      Reason  for  Inclusion:    Survey  respondent 
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T.      Application  description:    Software  available  from  MECC  provides  instructional 

courseware  at  the  elementary  levels  and  computer  literacy  for  teacher  and  studer 

2:      Estimates  of  sales  1980/1981  U.S.  Market:  "Largest  in  the 

world,"  40^000  disks  in  Minnesota  alone.    400%  growth  over  last  year. 

3.  Target  Market:  Education  

4.  Name  and  address  of  company:  MECC  

2520  Broadway  Dr.  

St.  Paul,  Minn.  55112  

(612)  376-1118  

5.  Chief  executive:    Ken  Brumbaugh  

6.  Language/operating  systems  requirement:      See  product  literature 

7.  Hardware  Requires:        Apple  ,  TRS  -  801-11 L  Commodore,  Atare, 

T.l.  (Maybe)  

8.  Price  of  product:  

9.  Willingness  to  third*party  license:  Yes       X  No   

Explain:       Has  found  language  conversion  very  difficult  

10.  Product  Literature:  Yes  

11.  Reason  for  inclusion:  Probably  the  largest  vendor /distributor  of  Edu- 

cational software  in  the  world 
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APPLICATIONS  SOFTWARE 


1.      Application  description:    Q.A.  and  V.  (Question,  answer  and  vocabulary 
drill  and  practice,,  elementary,    and   early  secondary  

2:      Estimates  of  sales  1980/1981  U.S.  Market:    These  products  are  sold 


through  MECC  

3.  Target  Market:  Education  

4.  Name  and  address  of  company:    Total  Information  Educatoin  System  (TIES) 

1910  West  County  Rd.  B-2  


Roseville,  Minn.  55112 


5.  Chief  executive:      Sue  Talley  

6.  Language/operating  systems  requirement:     See  product  literature 


7.      Hardware  Requires:     Apple  II,  Atare  400-800 


8.  Price  of  product:  Unknown  

9.  Willingness  to  third- party  license:  Yes      X  No 


Explain:     All  distribution  of  their  product  is  through  MECC 


10.      Product  Literature:  Sent 


n.      Reason  for  inclusion:   Recommended  by  Bay  Area  distributors 
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APPLICATIONS  SOFTWARE 


1.      Application  description:     Magic  Spells 
Language  Concepts  


2:      Estimates  of  sales  1980/1981  U.S.  Market:     Less  than  $500,  000 


3.  Target  Market:      Education  and  the  home  market  

4.  Name  and  address  of  company:     Advanced  Learning  Technology  Inc. 

4370  Alpine  Rd. 


Portola  Valley,  CA  94025 


5.      Chief  executive:       A. me  Piestrup  (Chairman) 


6.      Language/operating  systems  requirement:      See  product  literature 


7.      Hardware  Requires:        Apple  II,  plus  48k  memory,  assembly,  Basic 


8.      Price  of  product:  $50.00 


9.      Willingness  to  third-party  license:  Yes   X   No 


Explain:  Will  not  license  for  exclusive  agreements 


10.      Product  Literature:  Sent 


n.      Reason  for  inclusion  :Potentially  a  mafor  inovator  in  educational  softwa 
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APPLICATIONS  SOFTWARE 


1.      Application  description:    The  matin  series  (addition  and  subtraction)  Same 
type  math  course  ware  (elementary) 

2:      Estimates  of  sales  1980/1981  U.S.  Market:    1.000  units  since  

October  1981  

3.  Target  Market:     Education  and  Home  

4.  Name  and  address  of  company:  MIS  

592  Weddec  Dr.  #1  

Sivie,  CA  94086 


5.  Chief  executive:      Bill  Long  

6.  Language/operating  systems  requirement: 


7.      Hardware  Requires:    Commodor  Vic  20 


8.  Price  of  product:      $12>  95  

9.  Willingness  to  third-party  license:  Yes      X  No 
Explain:     Needs  more  information  


10.      Product  Literature:     will  send  

n.      Reason  for  inclusion :  Recommended  by  comperland  distributors 
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B.,       SYSTEMS  SOFTWARE 


1.      Application  description:     (Pascal-Apple)  systems  software 


2:      Estimates  of  sales  1980/1981  U.S.  Market:  75,000  copies  sold 
U.S.  1981  

3.  Target  Market:     Schools  and  homes  

4.  Name  and  address  of  company:  Apple  

10240  Bandley  Drive 

Cupertino,    CA  95014 


5.  Chief  executive:       Mike  Markkula   

6.  Language/operating  systems  requirement:     Apple  II  or  III  plus,  48k, 

disk  II  with  controller,  video  monitor  or  TV  

7.  Hardware  Requires:     Apple  II  or  II  plus,  48k,  disk  II  with  controller, 

video  monitor  or  TV  

8.  Price  of  product:  $250.00  

9.  Willingness  to  third-party  license:  Yes   No   

Explain:   not  given  


10.      Product  Literature:      Included  in  study  

n.      Reason  for  inclusion:  One  of  top  sellers  during  1981 
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SYSTEMS  SOFTWARE 


1.      Application  description:     (Apple  DOS  3. 3) 


2:      Estimates  of  sales  1980/1981  U.S.  Market:    150,000  copies  in  U.S. 
during  1981  -  infoworld  (9/81)  $900,000.00/1981  

3.  Target  Market:    Homes  and  schools  

4.  Name  and  address  of  company:  Apple  

10240  Bandley  Dr. 


Cupertino,    CA  95014 


5.      Chief  executive:        Mike  Markkula 


6.      Language/operating  systems  requirement:  Basic 


7.      Hardware  Requires:    Apple  II  or  Apple  II  plus  32k  memory 


8.  Price  of  product:       $60.00  retail  

9.  Willingness  to  third  party  license:  Yes   No 

Explain:   


10.      Product  Literature:  Included 


11.      Reason  for  inclusion:     One  of  top  sellers  during  1981 
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1.      Application  description:      (CP/M)  systems 


2:      Estimates  of  sales  1980/1981  U.S.  Market:    300,000  copies  1981 


3.  Target  Market:      Schools  and  homes  

4.  Name  and  address  of  company:     Digital  Research  inc. 

130  Centra!  Avenue 


Pacific  Grove,    CA  93950 


5.      Chief  executive:     Gary  Kildall 


6.      Language/operating  systems  requirement:     Available  in  product 

literature 


7.      Hardware  Requires:       Variety  of  micro's 


8.  Price  of  product:      not  given  

9.  Willingness  to  third-party  license:  Yes   No 

Explain:   not  given  


10.      Product  Literature:  Included 


n.      Reason  for  inclusion:  One  of  top  sellers  during  1981 
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SYSTEMS  SOFTWARE 


1.      Application  description:     (Microsoft/Basic)  systems 


2:      Estimates  of  sales  1980/1981  U.S.  Market:    500,000  copies  in  U.S. 
market  -  1981 


3.  Target  Market:      Schools  and  homes  

4.  Name  and  address  of  company:  Microsoft 


400  108th  St. , 

NE,  Suite  200 

Bellevue,  WA 

98004 

5.      Chief  executive:        William  Gates 


6.      Language/operating  systems  requirement:     Available  in  product 
literature 


7.      Hardware  Requires:      Apple  11,  TRS-80  and  others 


8.      Price  of  product:       not  given 


9.      Willingness  to  third-party  license:  Yes   No 

.  .                       not  given 
Explain:   


10.      Product  Literature:  Included 


n.      Reason  for  inclusion:    One  of  top  sellers  during  1981 
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1.      Application  description:      (TRS/DOS)  systems 


2:      Estimates  of  sales  1980/1981  U.S.  Market:    150,000  copies  -  1981 

$2,  mi,  500.00  

3.  Target  Market:      Schools  and  homes  

4.  Name  and  address  of  company:     Radio  Shack  (Tandy  Corp.)  

400  Atrium  

1  Tandy  Center  

Fort  Worth,    TX  76102  

5.  Chief  executive:    William  Gattis  (Director  of  Educational  Department) 

c       ,  I         a.'  ^  •  X       not  available 

o.      Language/operating  systems  requirement:   


7.      Hardware  Requires:     TRS-80  III 


8.  Price  of  product:      $14.  95  

9.  Willingness  to  third  party  license:  Yes     X           No  _ 
Explain:     Actively  seeking  3rd  party  licensee's  

TO.      Product  Literature:  Included  

n.      Reason  for  inclusion:    One  of  top  sellers  during  1981 
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1.      Application  description:       (Apple-Pilot)  systems 


2:      Estimates  of  sales  1980/1981  U.S.  Market:        Not  given 


3.  Target  Market:      Schools  and  homes  

4.  Name  and  address  of  company:  Apple  

10240  Bandley  Dr. 
Cupertino,    CA  95014 


5.      Chief  executive:      Mike  Markkuia 


Language/operating  systems  requirement:     Written  in  Pascal /Dos  3.3 


or  Apple  ianquaqe  system,  disk  II  

7.      Hardware  Requires:      Apple  II  or  II  plus,  48k 


8.  Price  of  product:  not  given  

9.  Willingness  to  third-party  license:  Yes   No 

Explain:   not  given  


10.      Product  Literature:  Included 


11.      Reason  for  inclusion:    Top  seller  during  1981 
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1.      Application  description:     (Visicalc)  system 


2:      Estimates  of  sales  1980/1981  U.S.  Market:    100,000  copies  sold  -  1981 


($20.0  million  dollars  based  on  Radio  Shack's  price  only) 


3.  Target  Market:     Schools,  homes  and  business 

4.  Name  and  address  of  company:    Radio  Shack 

400  Atrium 


1  Tandy  Center 


Fort  Worth,    TX  76102 


5.      Chief  executive:         William  Cattis  (Director  of  the  Educational  Department) 


6.      Language/operating  systems  requirement:      See  product  literature 


7.      Hardware  Requires:      Variety  of  micro's 


8.      Price  of  product:       $200.00  (at  Radio  Shack) 


9.      Willingness  to  third  party  license:  Yes      X  No 
Explain:   


10.      Product  Literature:  included 


n.      Reason  for  inclusion:    One  of  nine  (9)  top  general  market  products 


sold  during  1981:    per  infoworld  9/81. 
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IV      COMPANY  SOURCES 


IV       COMPANY  SOURCES 


•  The  following  section  is  a  brief  description  of  those  software  vendors 
interviewed  during  the  course  of  this  study. 

MINNESOTA  EDUCATIONAL  COMPUTING  CONSORTIUM  (MECC) 

2520  Broadway  Dr. 
Saint  Paul,  MN  551  13 
(612)  376-1118 

•  Chief  Executive  and  Licensing  Contact 

Ken  Brumbaugh 

•  MECC  sold  40,000  disks  in  Minnesota  alone  during  1981. 

•  MECC's  growth  rate  for  1981  was  400%  over  that  in  1980. 

•  MECC  is  probably  the  world's  largest  vendor  and  distributor  of  educational 
software.  It  is  thought  by  many  educators  around  the  country  to  be  the 
educational  prototype  for  microcomputer  software  development  and  systems 
management. 
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•  Within  the  state  of  Minnesota  MECC  is  a  non-profit  organization,  deriving 
profits  fronn  software  sales  outside  the  state  only. 

•  MECC  Is  open  to  licensing  its  software  which  exceeds  80  different  product 
types. 

AVANT-GARDE  CREATIONS 

P.O.  Box  30160 

Eugene,  OR  97403 
(503)  345-3043 

•  Company  type: 

Software  vendor. 

•  One  hundred  percent  of  total  company  revenue  is  attributable  to  software 
sales. 

•  Thirty  percent  of  total  revenues  are  attributable  to  educational  sales. 

•  Chief  executive  and  licensing  contact  is: 

Mary  Carol  Smith. 

•  Total  number  of  employees  is  nine. 

•  Top  two  educational  software  products  are: 

Hi'Res  secrets,  teaches  BASIC  -  $  1 25.00. 
Sentence  diagramming  -  $24.95. 
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•  Required  hardware  for  the  above  mentioned  software  is: 

Apple  II. 

•  Avante-Garde  is  seeking  third-party  licensing  and  is  concerned  about  the 
licensees'  ability  to  protect  the  software. 

•  Avante-Garde  is  a  well  publicized  connpany  receiving  high  marks  for  its 
software  in  two  journals. 


EDUCATIONAL  ACTIVITIES  INC. 


1 937  Grand  Ave. 
Baldwin,  NY   I  1520 
(800)  645-3739 


Company  type: 

Software  vendor. 
Chief  executive  and  licensing  contact: 

Al  Harris. 

One  hundred  percent  of  revenues  are  attributable  to  software  sales. 
Ten  percent  of  the  total  revenues  are  attributable  to  educational  sales. 
Top  five  selling  educational  software  products  are: 
(Math  Comp)  basic  skills  -  $203.00  (retail). 
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English  basics  -  $270.00  (retail). 

Intro  to  math  on  computers  -  $39.95  (retail). 

Wierd  and  Wacky  World,  teaches  remedial  reading  skills  -  $39.95 
(retail). 

Punctuation  -  $39.00  (retail). 

•  Required  hardware  for  the  above  mentioned  software  is: 

Apple  II+,  TRS-80  l-lll,  and  Commodore  Pet. 

•  Mr.  Harris  is  very  interested  in  third  party  licensing. 

•  Mr.  Harris  considers  the  educational  market's  future  as  very  good  and  funding 
problems  have  been  resolved. 

TANDY  CORP. 

400  Atrium 

I  Tandy  Center  ^ 
Fort  Worth,  TX  76102 
(817)  390-3630 

•  Company  type: 

Hardware/software  manufacturer. 

•  Chief  executive  of  the  educational  division: 

Charles  Phillips. 
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•  Company  executive  to  contact  for  third-party  licensing: 

William  Gattis  (Director  of  the  Educational  division). 

•  Total  microprocessor -based  products  revenues  for  1981. 

Four  hundred  fifty  million  dollars. 

•  Their  five  top  selling  educational  software  products  are:  ^ 

K-8  mass  -  $199.00  (retail). 
Part  I  &  II  Literacy  -  $159.00  (retail). 
Basic  Computer  Literacy  -  $9.95  (retail). 
K-8  Literacy  -  $199.00  (retail). 

•  Required  hardware  operating  system  for  the  above  mentioned  software  is: 

TRS-80  Series  I-III/TRS-DOS. 

•  Tandy  is  actively  seeking  third  party  licensees. 

•  There  are  currently  45  employees  in  Tandy's  microcomputer  division. 

•  Tandy  is  very  much  involved  in  the  educational  market. 

ADVANCED  LEARNING  TECHNOLOGY  INC. 

«70  Alpine  Rd. 

Portola  Valley,  CA  94025 

(415)851-3160 
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Company  type: 
Software. 

Chairman  of  the  Board  and  licensing  contact: 

Anne  Piestrup. 
President: 

Jack  Smyth. 

ALT  has  been  widely  publicized  for  being  a  significant  innovator  in  educational 
applications  software. 

ALT  has  received  large  venture  capital  investments  from  Apple  Corp.  and 
others. 

Generically  their  five  top  selling  software  products  will  be: 

One  language  concepts  package  -  $50.00. 

One  logic  concepts  package  -  $50.00. 

Two  math  concepts  packages  -  $50.00/package. 

One  special  concepts  package  -  $50.00. 
Required  hardware/operating  systems  for  the  above  mentioned  software: 

Apple  II  Plus/48K  memory,  assemble  language  and  BASIC  language. 
ALT  is  very  much  interested  in  non-exclusive  third-party  licensing. 
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•         ALT  was  incorporated  during  1981  and  presently  has  seven  employees. 


•  ALT's  position  is  that  microcomputers  will  be  a  major  force  in  education 
increasing  its  influence  over  the  next  fifteen  years. 

EDU-WARE 

P.O.  Box  22222 
Agoura,  CA  91301 
(213)  346-6783 

•  Company  type: 

Educational  software  vendor. 

•  Chief  executive  and  licensing  contact: 

Sherwin  Steffin. 

•  Eighty  percent  of  all  company  revenues  are  directly  attributable  to  educa- 
tional software  sales. 

•  Five  best  selling  software  products  for  education. 

Algebra  I  -  $39.95  (retail). 

Compu-Read  -  $29.95  (retail). 

Compu-Math  (arithmetic  skills)  -  $49.95  (retail). 

Compu-Math  (fractions)  -  $39.95  (retail). 

Compu-Math  (decimals)  -  $39.95  (retail). 
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•         Required  hardware/operating  systems  for  the  above  mentioned  software: 


Apple  11. 

Atari  800  and  810. 

•  All  the  above  mentioned  software  products  will  be  exclusively  marketed  to  the 
educational  market  during  the  fall  of  1982. 

•  Edu-ware  has  a  definite  Interest  for  third-party  licensing  In  foreign  markets. 
However,  they  wish  to  investigate  this  concept  further. 

•  Edu-Ware  anticipates  being  a  $100  million  company  by  1990. 

•  Several  educators  view  Edu-Ware  as  vendors  of  the  very  best  educational 
software  available  today. 

IBM  (PRODUCTS  CENTER) 

1230  Oakmeade  Parkway,  Suite  No.  I  10 
Sunnyvale,  CA  94086 
(415)  855-3210 

•  Seven  employees  for  products  center. 

This  division  is  expanding. 

The  products  center  Is  developing  software  for  the  IBM  personal 
computer. 

•  '     Major  software  products  offered: 
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General  Accounting  -  $425.00  (retail). 

Typing  tutor  -  $25.00  (retail). 

Math  l-ill  -  $60.00  (retail). 

Easy  writer  -  word  processor  -  $125.00  (retail). 

Fact-Tract  (Math)  -  $90.00  (retail). 

•  Hardware/operating  system(s)  required  for  the  above  software: 

IBM  personal  computer/48K  memory. 

•  IBM  does  license  its  software. 

•  IBM  feels  its  personal  computer  and  software  is  very  appropriate  for  use  in 
education. 


•         These  are  additional  vendor  sources  of  educational  software  who  are  likely  to 
interest  third-party  licensing. 

1. 

UNIVERSITIES  OFFERING  SOFTWARE  PACKAGES 

University  of  Calif.,  San  Diego 
Dennis  Mullien,  Manager,  Admin.  Data  Systems 
(714)  452-4068 
UCSD  Computer  Center 

University  of  Connecticut 
William  J.  Kissane,  Director  DP 
(203) 486-4526 
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Yale  University  -  Large  number  of  programs 
Bernard  J.  Hayden 
Director,  Admin.  Data  Systems 
(203)  432-4230 

University  of  Illinois 
David  E.  Henard 
Manager,  Univ.  Data  Systems 
(217)  333-0391 
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